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DM-137-G 
November 24,1993 
To All Division Managers 

SUBJECT: WINSTON SELECT Standard Product Year-End Emphasis 


I. Direct Account Distribution Incentive Program - Count/Recount 


Attached you will find a copy of a letter that was sent to all Direct Accounts on Wednesday, „ 
November 24,1993 announcing the termination of pre-sniped WINSTON‘SELECT product 
shipments and a WINSTON SELECT Distribution Incentive Program. This Distribution Incentive 
Program is designed to assist you in improving distribution and entry level availability on WINSTON 
SELECT. Our main objective is to significantly reduce the out-of-stock problems we are 
experiencing on all WINSTON SELECT brand styles at retail. 

Program Details 

Direct Accounts will be paid 250 per carton ($7.50/6M case) on all WINSTON SELECT product 
(excluding B5G5Fs) shipped to retail accounts between Monday, December6, and Friday, 

December 31, and to ensure that all of their retail customers are given, and are able to use, their 
new line numbers on WINSTON SELECT standard (non-promoted) product. Payment will be made 
by credit memorandum as soon as practical after January 3,1994. 

This program is designed to assist you in restocking retail with standard WINSTON SELECT product 
and clearing up any confusion regarding multiple direct account line numbers on WINSTON SELECT 
brand styles. 

It will be necessary for you to contact all of your Direct Accounts (military and institutional excluded) 
by Monday, December 6, to present the program details and to obtain their initial on-hand inventory 
of all WINSTON SELECT styles (standard arid $2.00 sniped product). 

NOTES: (1) While WINSTON SELECT standard product is the primary focus for this program, we 
will also pay Direct Accounts the 250 per carton distribution incentive on sniped product to encourage 
them to push any remaining inventories of sniped product through to retail prior to ordering standard 
product. (2) For Direct Chains, the 250 per carton distribution incentive can be paid in conjunction 
with the 250 per carton retail prebooking allowance to improve retail distribution/entry level product 
availability. (3) In order to ensure product availability to all Direct Accounts, it will be necessary to 
initiate purchase limits on all WINSTON SELECT styles based on the Direct Account's purchase 
history. These limits will be established at a level considerably higher than their average weekly 
purchases. Please encourage Direct Accounts to order reasonable quantities. (4) If you Incur any 
difficulty in obtaining distribution or line numbers from Direct Accounts on the standard WINSTON 
SELECT product, you should remind the Direct Account that accepting new brands and making them 
available at retail is a requirement for payment under the Winners Program. 
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Direct Account Inventory Procedures 
Timing 


• It will be necessary for you to take WINSTON SELECT inventory twice during the time period. 

• First Inventory: Direct Account WINSTON SELECT inventory must be taken prior to the close of 
business Monday, December 6,1993 and communicated via the hand-held computer. 

• Second Inventory; Direct Account WINSTON SELECT inventory must be taken and 
communicate via the hand-held the week of January 3,1994. 

• It is imperative that both these inventories be taken to ensure accurate and timely payment to 
your participating Direct Accounts and that no other inventories be taken on WINSTON SELECT 
during this time period. 

Where to Take Inventory 

• All Direct Accounts in your division (miiitary/institutions and vendors ekcluded). 

Howto Take Inventory 

• SIS using the hand-held computer. 

• Enter total number of 3M case equivalents of WINSTON SELECT by style (combined total of 
standard and $2.00 sniped product). 

• Based on your individual situation, you may utilize the following methods/personnel to take 
inventory: 

Have a Sales Representative take inventory. 

- Have a Manager download a Division Manager/Chain Account Manager territory and take 
inventory. 

Reminder: Do not use "out-of-territory" procedures. You must download the territory where the 

account resides and report inventory. 

Procedure Notes 

• If account can provide you an accurate and current inventory from their own computer generated 
reports, you should use their data and enter it into hand-held without making a physical count. 

• When making a call, do not skip any of the WINSTON SELECT styles for inventory count. You 
must enter "0" or a valid inventory quantity for all WINSTON SELECT styles. 

• Please ensure that ail WINSTON SELECT inventory is counted. There may be instances where 
excess inventory may be stored in locations other than where account normally stores product. 
Important; All inventory must be counted in ail locations where product is stocked. 

• Inventory counts must be recorded in 6M case equivalents . Any partial cases should be rounded 
up or down to the nearest whole case. 

• An individual that takes inventory must have displayed in the hand-held a valid Direct Account 
number. Only a valid Direct Account ("D" type) SIS account number should be used to take 
inventory. 
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These same procedures apply to the week of 1/3/94 for the recount at the end of the program. 

IMPORTANT: Nationally, we are currently averaging 85% distribution on WINSTON SELECT brand 
styles, but only 60% entry level availability. Our goal is to reduce this difference in distribution and 
entry level availability to 5% or less by year end. 

Program Contacts: Fred Baumann, extension #7149 
John Ellegate, extension #5760 


II. Balance of 1993 SELECT Buydown Activities and Retail Prebooking Expenditures | 


It is extremely important that all buydown activity and all prebooking expenditures on WINSTON 
SELECT between now and the end of the year be entered in to SIS by 12/31/93. All payments/SIS 
entries that occur after that point will go against your 1994 promotional budget. 

In order to ensure that your balance of 1993 buydown and prebooking efforts on SELECT hit the 
1993 budget, you should: .. . ^ -.. v . ,W 

1. Physically make payment and record into SIS all possible expenditures between now and year 
end. This includes prebooks, buydowns, $2.00 carton coupons and removable VPRs. 

2. Work with your accounts to estimate any expenditures against these programs that will not be 
finalized until the close of business 12/31/93 (i.e, on-going chain buydowns through year end) 
and record the estimated expenditure into SIS. These entries can be handled as headquarter 
point payments that will actually be paid in early 1994. However, by entering the expected 
expenditures in the hand-held by the close of business 12/31/93, the expense will go against the 
1993 budget. 

If you have any questions on this, please call Kathryn Noxon, extension #2559. 


R. J. REYNOLDS TOBACCO COMPANY 
S-3 
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